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LIAMA-LUTC SURVEY DISCLOSES: 





Life Insurance’s Competitive 
Strength Greater Than Assumed 


The latest survey report in the “Life 
Insurance in Focus” series of LIAMA- 
Life Underwriter Training Council, 
which was briefly covered in last 
week’s issue of THE NATIONAL UNDER- 
WRITER contains a great deal of en- 
couraging information about the com- 
petitive strength of life insurance as 
against other investment media. In 
general it appears that when people 
seem to be buying stocks or mutual 
fund shares with money that they 
ought to be putting into permanent 
life insurance, the motivation seldom 
has anything to do with a negative 
feeling toward life insurance. 


Many Tabulations 


While much of the report consists of 
tabulations, the section headed “A 
Summary and Some Implications” is 
well worth reading by anybody in the 
life insurance business. After stating 
that the report is the second of a 
series based on the LUTC-LIAMA 
survey of ownership and. attitudes and 
deals with the savings and investment 
pattern of U.S. household heads and 
their perception of life insurance in a 
gradually inflating economy, the sum- 
mary section continues: 

1. The majority of household heads 
expect the cost of living to continue to 
rise but most believe the increase will 
be gradual. The higher a person’s in- 
come, the more likely he is to expect 





Peterson Named Head 
Of Claim Association 


Stanley L. Peterson, claim secretary 
of Aetna Life, was elected president 
of International 
Claim Assn. at its 
annual meeting in 
White Sulphur 
Springs. 

Other officers 
elected were 
George F. Monks, 
New York Life, 
vice-presi - 
dent; Howard J. 
LeClair, Mutual of 
Omaha, secretary, 
and John McAlex- 
ander, Bankers 





Stanley L, Peterson 
National Life, treasurer. William J. 


McBurney, Prudential, was elected 
chairman of the executive committee. 
A report of the meeting will appear 
in next week’s issue. 


Stowell Moves Out As 
Ohio Superintendent 


Edward A. Stowell has resigned as 
Ohio superintendent of insurance to 
move up the political ladder as execu- 
tive assistant to Gov. DiSalle at a 
$2,000 increase in salary. Robert L. 
Mullins, deputy, has been named act- 
ing superintendent. He was an attor- 
ney in Akron before joining the 


department a year ago. 


wWeeas 


price increases. 

2. One half of all household heads 
believe the long term (10-year) trend 
in stock prices will be upward. The 
proportion which is ‘bullish” also in- 
creases with increasing income. 


Crash Is Remote 


3. To most people, the possibility 
of a market crash similar to the one in 
1929 is remote. Seventy-two percent 
denied that the possibility exists. 

4. Most U.S. household heads be- 
lieve that more life insurance should 
be bought during a period when the 
cost of living is going up (44%), or 

(CONTINUED ON PAGE 12) 


Cal. Assn. Makes 
NALU History With 
6,000 Membership 


California Assn. of Life Underwriters 
has reached the 6,000 membership 
mark, becoming the first state associa- 
tion in the history of NALU to do so. 

Jules L. Routbort, San Francisco, 
membership chairman of the Califor- 
nia association, last month initiated a 
special membership campaign to enlist 
6,000 members before the NALU con- 
vention. At that time only 96 members 
were needed for the record. Member- 
ship activity of local associations, 
sparked by the state association’s 
drive, did the rest. 


C. Arthur Williams On 
Administrative Board 


Of Huebner Foundation 


C. Arthur Williams Jr., has been 
appointed a member of the adminis- 
trative board of S. S. Huebner Found- 
ation for Insurance Education. Mr. 
Williams is a professor of economics 
and insurance at the University of 
Minnesota and for the past year a 
visiting professor at the University of 
Pennsylvania. 

He is the author of numerous arti- 
cles for insurance publications and is 
co-author of the text, “Economics and 
Social Security.” 


Estate Planning Course In Chicago 
The University of Chicago will 
offer a course in estate planning for 
non-lawyers at its downtown center 
as part of its series, “Law Courses for 
Non-Lawyers.” The course starts Oct. 
10 and runs for 10 Tuesdays. Tuition 
fee is $65. The instructor will be Nor- 
man Geis, an associate in the Chicago 
law firm of Pennish & Steel. 
- Bankers Life of Iowa recently spon- 
sored a senior sales training school 
in the. home office that was attended 
by 17 salesmen from 12 agencies. 





Additional Details 
Are Now Available 
ON ALC Meeting 


Programs for the annual meetings 
of the Legal and Agency sections of 
American Life Convention—to be held 
in conjunction with the annual meet- 
ing of ALC —have been released. The 
Financial Section program is as yet 
unavailable. 

The five-day convention, Oct. 9-13, 
will get under way at the Edgewater 
Beach Hotel, Chicago, with the first 
session of the Legal Section on Mon- 
day morning. Allen C. Steere, vice- 
president Lincoln National Life and 
section chairman, will preside. Open- 
ing speaker will be Otis L. Frost Jr., 
associate counsel Occidental Life of 
California, discussing “(Convention Ex- 
penses—Taxes and Management Pol- 
icy.” In turn, his presentation will 
be discussed by Robert L. Dillard Jr., 
vice-president and general counsel 
Southland Life, and John Gillon, Lib- 
erty National Life (Spain, Gillon & 
Young, attorneys). 

A paper on “Practical Problems in 
the Development of Home Office Evi- 
dence” by Eugene T. O’Neill and Mar- 
shall F. Denenholz will start off the 
afternoon session. Both with Equitable 
Society, they are counsel-litigation 
and assistant counsel, respectively. 

“Company Experiences and Prac- 
tices in Writing and Servicing Mili- 
tary Business” will be handled jointly 
by Richard E. Vernor, Washington 
office counsel of ALC, and Frank M. 
Rosson, vice-president and _ general 
counsel Government Personnel Mu- 
tual Life. Wind-up speaker for the 
day will be C. Clark Bryan, ALC as- 
sociate general counsel, who will give 
his annual review of life insurance 
litigation. 

The Legal Section will also hold a 
day-long session on Tuesday. The 
morning agenda includes Adelbert G. 
Straub Jr., 2nd vice-president New 
York Life, “Is Supervision Keeping 

(CONTINUED ON PAGE 6) 


Md. Replacers Must 


Send Copy Of Plan 
To The Department 


Commissioner Sears Feels 
Requirement Will Prevent 
Detrimental Propositions 


Commissioner Sears of Maryland has 
promulgated an anti-replacement reg- 
ulation quite similar to the recently 
announced New Jersey directive, the 
main difference being that Maryland 
will require the agent who proposes a 
replacement to send a copy of the 
proposal to the department in addition 
to giving a copy to the prospect and 
sending one to the agent’s home office. 
The latter must notify companies 
whose policies are to be replaced or 
modified. 

The regulation becomes effective 
Oct. 3. 

“In several states where the re- 
placement problem has arisen, insur- 
ance commissioners have recently re- 
quired that written proposals be giv- 
en,” said the department announce- 
ment. “However, the requirement of 
sending a copy of the proposal to the 
state insurance department is an in- 
novation. Commissioner Sears feels 
that this additional requirement will 
cause agents to exercise greater cau- 
tion and to present proposals only 
when they are clearly in the interests 
of the client.” 

Warns Mutual Funds, Too 

Commissioner Sears also warned on 
the wrecking of life insurance pro- 
grams to supply cash for the purchase 
of mutual fund shares and the re- 
placement of the coverage with new 
insurance, a situation to which he 
called attention several months ago. 

“We have no objection to the proper 
sales of mutual funds,” he said in con- 
nection with the new regulation. “But 


I am very much concerned about the 
(CONTINUED ON PAGE 18) 





With purchase 
of the last of three 
Pieces of real es- 
tate in the block 
in which its home 
office building is 
located, General 
American Life 
now owns an en- 
tire city block in 
downtown St. 
Louis. 

General Ameri- 
can’s home office 
building, right, is 
a 12-story struc- 
ture. In 1959, the 
company bought 
the adjacent 
eight-story build- 
ing. The most re- 
cent purchase in- 
volves the old 
warehouse build- 
ing, left. 





General American will raze the building and construct a parking lot for 
home office employes and members of its St. Louis agencies. 





HieNATIONAL UNDERWRITER 


Gerber Notes Two Conflicting 
Schools Of Thought In Business 


There is today a tremendous con- 
flict between two groups, two poles of 
thought, within the insurance busi- 
ness—on the one hand are those who 
seek uniformity in all aspects of the 
business; on the other hand are those 
‘who believe in innovation, new con- 
cepts, new accomplishments daily. 

This was the opinion of Illinois Di- 
rector Joseph S. Gerber as he ad- 
dressed the first meeting of the new 
season of Chicago Group Insurance 
Assn. 

Mr. Gerber was_ introduced by 
Thomas Stewart, General American 
Life, the association’s vice-president 
and program chairman who was re- 
elected as were the other officers: Ray 
Zumbrook, Alexander & Co., president; 
Theodore Seiler, Provident Life & Ac- 
cident, executive vice-president; Jack 
Seering, Marsh & McLennan, secre- 
tary, and Laurence W. Ostling Jr., 
State Mutual Life, treasurer. 

The Illinois director said it is ob- 
vious that the two sides are incompat- 
ible, and that the industry itself is 
thus “between the devil and the deep 
blue sea.” 

As a solution to this, Mr. Gerber 
strongly suggested that what is needed 
is a clarification of public law 15, 
which, at the moment, does not give 





Vernon Zimmerman Is 
Agency V-P Of Acacia 


Vernon R. Zimmerman, manager of 
Acacia Mutual Life at Arlington, Va., 
has been elected 
agency vice-presi- 
dent, succeeding 
Harry J. Shaffer, 
who, because of 
health reasons, has 
applied for disa- 
bility. 

Mr. Zimmerman 
joined Acacia 15 
years ago as an 
agent at Washing- 
ton, D. C., and in 
1948 opened a new 
branch office in 
Arlington for the northern Virginia 
area. 

He is past president of District of 
Columbia Life Underwriters Assn., a 
former director of Virginia Life Un- 
derwriters Assn. and trustee of District 
of Columbia General Agents & Man- 
agers Assn. He served as a member of 
the original committee which spon- 
sored the pilot course of Life Under- 
writers Training Council in Washing- 
ton, D. C., and later was chairman of 
the group. He has been a trustee of 
LUTC and is currently on the nomina- 
ting and building committees of NALU. 


33 





Vernon R. Zimmerman 


Fidelity Interstate Life of Philadel- 
phia has been admitted to Oregon, and 
now operates in 23 states and the Dis- 
trict of Columbia. 


Deaths 


GROVER C. LYNCH, 77, who retired 
as vice-president of National Life & 
Accident in 1954, died in Nashville. 
He joined the company in 1902, a few 
days after its founding. He served 10 
years as agency vice-president and in 
1953 was named vice-president and 
agency consultant. 

(More deaths on page 16) 





any. clear idea of what the states are 
to do. Are they to have more laws, 
less laws, different laws? Or, is there 
to be just one law? And, if this is so, 
who is to be the father of this law? 

Group men differ, of course, in their 
various views. This is only natural and 
right; is, indeed, a real aspect of 
Americana. But, Mr. Gerter asked, do 
group men believe that states should 
not be able to have different laws? 
What is the difference between com- 
panies wanting to be different and 
states wanting different laws? 

The director said he is 100% for in- 
dividual, state regulation of insurance. 
And, he stated, the ultimate test of 

(CONTINUED ON PAGE 11) 


Life Agents Lose | 
F&C Licenses; Accused 
Of Cheating On Exam 


Commissioner Smith of Pennsylva- 
nia has recalled the fire and casualty 
licenses of 550 life agents who, the 
commissioner says, had questions of a 
July 28 examination in their possess- 
ion two weeks before the test. 

The licenses were issued on behalf 
of the Houston general lines insurer, 
American General Insurance Co. Appli- 
cants for the fire and casualty agents 
examination were life agents of 
Knights Life, a subsidiary of American 
General. 

The commissioner said that he has 
also indefinitely suspended William 
Madenfort, a civil service employe of 
the department, “on the basis of evi- 
dence in his possession which indi- 
cates that Mr. Madenfort gave the ex- 
amination in question to certain em- 
ployes and/or officers of these com- 
panies,” according to the department 
announcement of the action. 

The commissioner said that in ad- 
dition to the recall of the agents’ li- 
censes, all fees paid by the company 
to the department in connection with 
the examination and issuance of the 
550 licenses will be forfeited. 

The department is continuing its 
investigation to determine what fur- 
ther action shall be taken with respect 
to the companies, the officers and 
agents involved and the suspended 
department employe. The matter has 
also been referred to the attorney 
general’s office for investigation. 





Kemper Forms New 
Lite Subsidiary 


Kemper group has formed a new life 
insurance subsidiary with paid-in cap- 
ital and surplus of $1 million. 

The new company, Federal Kemper 
Life Assurance, was incorporated un- 
der Massachusetts laws and will have 
its principal office in Boston. It will 
write a complete portfolio of life con- 
tracts with operations currently being 
limited to Massachusetts. It is planned, 
however, to subsequently broaden its 
scope to all New England states. 

This is the second life member of 
the Kemper group, the other being 
Fidelity Life Assn. of Fulton, Ill. 

James S. Kemper is chairman and 
Hathaway G. Kemper is president. 
Other Massachusetts members of the 
executive staff are John F. Leary, 
vice-president; A. S. Landoli, assistant 
treasurer, and Walter T. Tower, as- 
sistant secretary. 


E. J]. Mintz Gives 
Views On Changes 
In NALU Elections 


Edward J. Mintz, New York Life 
agent at Salinas, Cal., and a qualifying 
and life member of the Million Dollar 
Round Table, writes: 


Your Aug. 26 editorial, “Should 
NALU Nomination Mean Election?” 
has a provocative title, provocative 
ideas, and a provocative invitation to 
your readers to air their sentiments in 
response to yours. Since I have a low 
provoking point... : 

1. It is healthy for all of us to con- 
sider new and improved methods for 
attracting and selecting the best pos- 
sible officers and trustees. But I think 
it would be very unfortunate and 
undemocratic to have in effect, an 
abrogation of an important bylaw, 
(section 5, article VIII), not as the re- 
sult of deliberations and a vote by the 
NALU trustees and the national coun- 
cil representing associations from all 
over the country, but because of the 
decision of a nominating committee, 
without prior direction from either the 
national council or the trustees. 

2. If after the thorough airing of 
this question that you suggest, the 
NALU trustees and council vote that 
the nominating committee be given 
this additional power to, in effect, 
select rather than merely nominate the 
future officers and trustees of the 
NALU, the trustees may want to con- 
sider a change of the composition of 
this committee and its procedures, be- 
cause of its new, increased responsibil- 
ity. For example, the majority of the 
members of the nominating committee 
of the Million Dollar Round Table 
(which you mentioned) consists of the 
current chairman and the immediate 
two past MDRT chairmen, making 
available their prestige and experi- 
ence. It has a thorough, comprehen- 
sive rating system, resulting in the 
committee selecting the best man, 
rather than the man _ seeking the 
position. 


Would It Work In NALU? 


3. As you suggest, it may well be 
that a system that works well in the 
MDRT and such relatively smaller 
groups might not be feasible in an 
organization as large as the NALU, 
consisting of state and local associa- 
tions, which may honestly, and per- 
haps with considerable justification, 
consider that they have a candidate em- 
inently qualified for trustee or officer, 
whose merits should be passed on by 
the national council as a whole, rather 
than by the much smaller nominating 
committee. 

In any event, it would appear that 
the procedure of the nominating and 
selection of new officers and directors, 
probably the most important function 
performed by the national council all 
year, .be determined by the council, 
rather than by a committee, regard- 
less of its competency, integrity, and 
willingness to break with the past. 

I might add that it is hard for me to 
imagine a defeated candidate with 
probably years of experience in the 
disappointments and frustrations of 
selling life insurance, suddenly con- 
sidering himself an “untouchable” be- 
cause, honored with the nomination 
for office, he was not elected and must 
return to spend more time with his 
family and his business. I think that 
any candidate who says he doesn’t 
want to become a candidate because 
he is afraid of losing, is either not a 
suitable candidate or an _ untruthful 
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Banker National 
Adopts Conflict Of 
Interest Procedure 


Bankers National Life has adopted a 
statement of policy on conflict of inter. 
est for all directors, officers and re. 
sponsible employes. The _ statement 
covers outside business affiliations, in. 
vestments, gratuities and gifts, and 
activities in industry or charitable 
organizations and government sery- 
ice. 

During Bankers National’s 34 years 
in business, no instance has _ ever 
arisen where it appeared that there 
had been a conflict of interest between 
the obligations of principal officers to 
the company and to any other business 
or organization. However, Bankers Na- 
tional, along with all other life com- 
panies in New Jersey, has been put on 
notice that in making annual reports 
to the various insurance departments 
the officers will be required hereafter 
to certify that some procedure has 
been adopted by the company to de- 
termine when a conflict of intersst 
may exist. 


To Fill Out Questionnaire 


Therefore, effective Nov. 1, and an- 
nually thereafter, all Bankers Nation- 
al directors, officers and employes in 
positions of responsibility will be re- 
quired to complete a questionnaire re- 
turnable to the board. Information ob- 
tained frcm the questionnaire will 
help in answering the interrogatory in 
the annual statement concerning the 
existence of procedures for determin- 
ing conflict of interest situations. 

Charles R. Lounsbury, chairman, in 
announcing the action, said, “The in- 
tent of this policy statement is to pro- 
vide the board with knowledge of any 
situation on the part of the directors, 
officers and _ responsible employes 
which is or appears to be in conflict 
with their basic responsibilities to 
Bankers National Life. If instances 
arise beyond the scope of the ques- 
tionnaire or outside the procedure 
adopted for disclosure which may 
nevertheless lie within the spirit of 
this policy, it will be expected that the 
individual will resolve such situations 
through full disclosure to the board.” 


American College Test 
Administrator Appointed 


Robert M. Crowe, formerly assistant 
professor of insurance at Northeastern 
University, will 
join the staff of 
the American Col- 
lege as director of 
examinations. He 
will handle _ the 
preparation, ad- 
ministration and 
grading of CLU 
and agency man- 
agement tests. Al- 
bert H. Clark, who 
held this post un- 
til recently, has 
accepted a position 
on the faculty of Georgia State College 
of Business Administration. 





P 4 


Robert M. Crowe 





one or both. 

You and the nominating committee 
are to be congratulated for bringing to 
the fore this important question, which 
will undoubtedly be determined by our 
democratic processes. In the meantime 
you, like Socrates, act as a gadfly. 
Hope you don’t end up with the hem- 
lock. 
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Chamber of Com- 
merce committee, he 
talks to Tom Leeth, 
left, executive of U.S. 
Time Corp.; Briggs 
Todd, Pres. of First 
State Bank; and E. A. 
Wells, Superintendent 


a lot of selling in 
between his civic 
activities. Here he 
hands his potent sig- 
nature-pen to Ben 
Barbee, Division 
President of Ander- 
son-Clayton Co. 
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Weighs Inspection Reports; Finds 
They Repay Their Cost Many Ways 


Inspection reports, generally speak- 
ing, more than repay the cost and 
time expended on them, Donald Hil- 
lenmayer, senior underwriter Allstate 
Life, told Chicago Home Office Life 
Underwriters Assn. at its September 
meeting. He was introduced by Gor- 
don Johnson, Allstate Life, past pre- 
sident of the association. 

Mr. Hillenmayer said that manage- 
ment sometimes asks if inspection re- 
ports can be eliminated to cut costs. 
Agents often object to the reports be- 
cause they slow up the processing eof 
applications. Allstate Life therefore 
undertook a three month study to de- 
termine whether the extra mortality 
resulting from reports being waived 
could be balanced against the cost of 
the reports to eliminate them at some 
age and amount of insurance levels. 

He stressed that the results of the 
study could demonstrate the value of 
inspection reports only to Allstate 


Life, and that other companies would 
have to make surveys according to 
their own needs and operation. How- 
ever, he said that he has worked on 
three other such studies, and that in 
all of them the results have been re- 
markably similar, not only within each 
survey, but also from study to study. 


Only Completed Cases 


It is important to draw the sampling 
of cases for inspection reports only 
from cases which have been complet- 
ed for underwriting, he emphasized. 
In those cases, mortality classifica- 
tions have been established and can 
be compared with the rates reached 
through the inspection report. 

For Allstate Life’s study, all appli- 
cations of $10,000 or under during a 
period of three months were surveyed. 
A little more than three-quarters of 
these were standard paid-for cases 
and were tabulated automatically. The 
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others were hand-reviewed. 

The rate of excess mortality on 
special class cases accepted on the ba- 
sis of inspection reports was assumed 
to be 200% and that on cases declined 
500%. A cost of $3 was postulated for 
each report, except on family plans, 
which were assumed to cost $4.50. 
These are all conservative assumptions, 
Mr. Hillenmayer pointed out, because 
the results of the study can later be 
“liberalized.” 


‘Excess Mortality’ Defined 


For the purposes of the study, “ex- 
cess mortality” was defined as cases 
for which the extra rating was deter- 
mined solely on the basis of informa- 
tion in inspection reports. 

Mr. Hillenmayer showed slides of 
several charts illustrating the results 
of the study. Among information 
shown on the charts was the follow- 
ing: 

—Allowing for the cost of inspec- 
tion reports, they saved an average of 
$2.40 on every dollar spent. 

—Annual savings from the elimina- 
tion of the reports falls fairly con- 
sistently in the below 30 age range. 
Above that level, the loss increases 
steadily. 

—All companies eliminate inspec- 
tion reports at some age and amount 
of insurance level. A chart of distri- 
bution of adverse reasons of additional 
rating or rejection showed that medi- 
cal and moral reasons rank highest, 
together counting for almost half of 
the cases rejected or rated up. . 


Age 30 And $3,000 


—For Allstate Life, age 30 and ap- 
plications for $3,000 or less were de- 
termined as the level at which inspec- 
tion reports could be eliminated with- 
out an excess mortality rate higher 
than the cost of inspection. Even at 
this level, there are exceptions, in- 
cluding persons in occupations such as 
bartending, all people who have been 
divorced or separated, and those with 
a history of moral offenses or diseases. 
About 10,000 inspections can _ be 
waived annually as a result of the 
study. 

Mr. Hillenmayer stated that his 
company, partly because it is a rela- 
tively new one and is still develop- 
ing experience, receives adverse infor- 
mation on twice as many cases as the 
business at large. 

He stressed that inspection reports 
are a valuable means of training 
young agents in careful selection. 
When the agents know that a con- 
siderable percentage of cases will be 
reviewed, their initial selection is 
likely to be more cautious. 


September 23. 196] 


Mutual Of N.Y. Puts 
Group Marketing In 
Sales Department 


In a move to unify the marketing 
of its group, individual life, and A&s 
insurance, Mutual of New York wij] 
transfer all its group sales personne] 
from the group department to the 
sales department, effective Oct. 1, 

Roger Hull, president, explained 
that the move would give the company 
a greater impact on the market and 
better coordination in sales effort. 

All group sales personnel, including 
both the home office and field force, 
will be assigned as a unit to the sales 
department, headed by Stanton G. 
Hale, vice-president for sales. The 
group sales director, Donald L. Coe, 
will remain at that post, but will re. 
port to E. C. Danford, 2nd vice-presi. 
dent for sales. 

Administration, underwriting 
claims, product development and oth- 
er related matters in group will con- 
tinue to be in the charge of Richard J. 
Learson, vice-president for group in- 
surance. 


Files Injunction To Stop 
Merger Of Tex. Insurers 


National Bankers Life of Dallas has 
filed an injunction suit in 150th dis- 
trict court to prevent Texas Continen- 
tal Life of San Antonio from merging 
with First American Life of Houston. 
The suit alleges that First American 
Life is insolvent and any merger plans 
would endanger Texas Continental 
policyholders, of which company Na- 
tional Bankers says it owns 58,000 
shares. The suit directly named the de- 
fendant as G. Charles Childre, presi- 
dent of the beard of Texas Continental. 
National Bankers has already brought 
suit against Mr. Childre in behalf of 
other stockholders asking $321,296. Oct. 
30 is the trial day for the stockholder 
suit. 


N. J. Health Agents Sales 
Congress Program Complete 


The annual sales congress of New 
Jersey Assn. of Health Underwriters 
at the Military Park Hotel in Newark, 
Oct. 19, will have three speakers on 
its program—J. F. Crozier, assistant 
vice-president of Mutual of Omaha; 
Jack Olson, vice-president and agency 
director of Hearthstone of Boston, and 
Kenneth Brooks, director of sales pro- 
motion of Prudential. 
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[AHU Committees And 
Board Meet At Chicago 


International Assn. of Health Un- 
derwriters has appointed 14 standing 
committees to serve until June of 1962. 
They met for the first time Sept. 16- 
17 at the LaSalle Hotel, Chicago, 
when the association held its first 
board meeting of the season. Assign- 
ments were handed down and pro- 

worked out at that time. It is 
also expected that additional tempor- 
ary committees will be appointed dur- 
ing the course of the year. 

Following is a list of committee 
chairmen: 

Membership—John M. Forrest, Mu- 
tual of Omaha, Akron, IAHU vice- 
president. 

Associate Company Membership— 
Milton Rose, Paul Revere Life, Los 
Angeles, IAHU vice-president. 

Sustaining Membership—John J. 
Symanitz, Interstate Assurance, Min- 
neapolis. 

Legislation—E. H. O’Connor, Insur- 
ance Economics Society of America, 
Chicago. 

Education—W. Harold Petersen, Un- 
derwriters National, Indianapolis, 
IAHU zone chairman of Indiana. 

L.P.R.T.—C. T. Tollefson, Mutual of 
Omaha, Fargo. 

H.I.P.A.—Richard H. Dutwiler, Na- 
tional Casualty, Los Angeles. 

Convention—Earle Bennett, Provi- 
dent L. & A., Tampa. 

Credit Card—J. W. Paull, Associates 
Life, Detroit. 

Gordon Memorial—John C. Bur- 
ridge, THE NATIONAL UNDERWRITER, 
Chicago. 

Publicity—Fred T. Van Urk, United 
Benefit Life, Philadelphia. 

Public Relations—Maurice Ausley, 
North American L., A.&H., Birming- 
ham, 

Memorial—Fay F. Cline, Travelers, 
Richmond, Va. 

Libby Foundation—E. J. Coffey, 
Mutual of Omaha, Portland, Ore. 


Mich. Blues Ad Campaign 
Called ‘Dismal Failure’ 


George N. Higgins, chairman of the 
Michigan civil service commission, 
branded a “dismal failure” an effort 
of Michigan Blue Cross-Blue Shield 
to retain group coverage of classified 
state employes. 

After the plans failed to outbid 
Aetna Life for a health care plan on 
which the state would pay half the 
premium, they staged an advertising 
and direct mail drive to retain a sub- 
stantial part of the business. They 
had been providing coverage for about 
17,000 of the 31,000 civil service work- 
fs under four separate groups. Mem- 
bers of the plans paid the full pre- 
nium without state assistance. 

Nearly 20,500 of the total classi- 

personnel have now signed for 
the state-aided plan, and the final 
otal is expected to exceed 23,000 at 
the Sept. 23 deadline, according to 
tivil service officials. Only 21,000 have 
been covered under all previous pro- 
grams. It was forecast that Blue 
Cross-Blue Shield would lose at least 
0% of present state employe sub- 
scribers. 

More than 27,000 workers signed up 
for group life under a similar sub- 
idized plan sponsored by the civil 
frvice commission and placed with 





United Benefit Life. Previously, about 
17,000 had group life policies within 
he classified personnel. 
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Kemp Named Deputy 
Of Vermont Department 


Richard C. Kemp has been named 
deputy insurance commissioner of 
Vermont. 

He began his career in 1945 with 
U.S.F.&G. as an underwriter trainee 
in Portland, Me. Later he was a claim 
adjuster and then an underwriter be- 
fore leaving the company in 1955 to 
join Employers Liability. For the past 
year he has been with National Bu- 
reau of Portland. 


To Honor Philip McDonald 


An informal reception is slated for 
Oct. 2 in the Pick-Congress Hotel, 
Chicago, honoring Philip W. McDonald 
on his appointment as assistant di- 
rector of insurance of Illinois. 

Robert P. Branch was _ incorrectly 
identified in the story about Cosmo- 
politan Life in last week’s issue. Now 
vice-president with that company, he 
was formerly vice-president of Con- 
solidated American Life of Chicago— 
and not president as was stated in the 
article. 





Q. Were they purchased for purely invest- 
ment reasons? If they were would a 
mutual fund contact have helped you? 
(We can show you how to qualify in that 
field, in fact, we have the first retirement 
program of its kind in the world!) 


Q. Were they purchased for protecting 
“Mary and the kids" —giving the widow 
a lifetime income in event of the bread- 
winner's death? (Compare our ability to 
pay more dollars of lifetime income to 


Why Buy life Insurance? 


ANALYZE YOUR 5 MOST RECENT SALES... 


the beneficiary for each dollar of prem- 
ium paid!) 

Q. Were they purchased for business in- 
surance reasons? (Take a look at our 
competitive Professional Executive 
Plan!) 


Q. What other reasons are there to buy 
life insurance? (In any case, Standard 
Life has the best deal for YOU!) For 
more details write me today. 


Many UV. Wade, President 
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List Additional Details Of ALC Annual 


(CONTINUED FROM PAGE 1) 
Pace?”’; Richard J. Congleton, general 
attorney Prudential, “Does the Indi- 
vidual Company Have a Role in 
Washington?”, and James C. Davis 
of the Cleveland law firm of Squire, 
‘Sanders & Dempsey, “A Trial Lawyer 
Looks at Current Anti-trust Deve- 
lopments.” His talk will be discussed 
by Manuel M. Gorman, associate 
general counsel Life Insurance Assn., 
and Ralph H. Kastner, ALC general 
counsel will give his annual review 


of life insurance legislation. 

An innovation this year for the 
section is a special luncheon program. 
The theme will be “The Legal Section 
Salutes the Lawyer-Executives of the 
Life Insurance Business.” Participa- 
ting will be Byron K. Elliott, president 
John Hancock; Deane C. Davis, pres- 
ident National Life of Vermont, and 
Vincent V. R. Booth, general counsel 
New England Life. 

At the concluding session of the 
Legal Section that afternoon, there 


will be a symposium on “Segregated 
Accounts” moderated by John J. Ma- 
govern Jr., executive vice-president 
Mutual Benefit Life. Speakers will 
be Henry F. Rood, senior vice-presi- 
dent Lincoln National Life, “Some 
Pros and Cons;” Daniel P. Cavanaugh 
general counsel Aetna Life, “Govern- 
ment Regulation;” John D. Marsh, 


president Variable Annuity Life, 


“Marketing Aspects;” J. Edwin Matz, 
vice-president-actuarial and account- 
ing John Hancock, “Accounting and 
Taxation,” and J. Kenneth Williams, 
general counsel and secretary Na- 
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The exhilaration of independence, 
the knowledge that you can go as 
high or as far as you want-the 
awareness that the brains, the ex- 
perience and the training facilities 
of this 66 year old life insurance 
company are backing you up -all 


this is the life of a Kansas City 
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tional Life of Canada, “Current D, 
velopments in Canada.” 

The business session will hear x 
ports of the section committees, jp. 
cluding nominating and resolutions: 
new business will be discussed, and q 
section chairman and secretary wij 
be elected. 

The Agency Section will hold jt 
meeting on Tuesday, with Frank Ves. 
ser, vice-president General American 
Life and section chairman, presiding 
The theme will be “The Future of the 
Agency System Is Dependent upq 
the Agent.” Morning speakers will in. 
clude Shelby C. Davis, managing part. 
ner Shelby Cullom Davis & Co., Ney 
York investment and securities firm, 
“What Price Agents;” William p 
Worthington, chairman Home Life of 
New York, “The Responsibility of the 
Agent in the Years 1951-1961 in the 
Building of a Life Insurance Com. 
pany,” and R. R. Davenport, senior 
vice-president Southwestern Life, 
“The Development of Career Agent 
Personnel.” 

The business meeting and election 
of officers will start off the afternoon 
session and two talks will follow 
“Capital Investment in Agent Man- 
power—A Sound Investment,” by §, 
Rains Wallace, LIAMA director of re- 
search, and “The Agent Is the Agency 
System,” Frederic M. Peirce, president 
General American Life. 


American National Back 
In Business After 3-Day 


Hurricane Interruption 

Normal business operations have 
been resumed by American National 
following Hurricane Carla. President 
W. L. Vogler stated in messages to 
branches that the home office and 
facilities in Galveston were undam- 
aged. Loss of electricity and telephone 
service due to rising water interrupted 
service Sept. 11, 12 and 13. 

Facilities have been established to 
give priority and special handling to 
claims, loan and surrender requests 
from hurricane struck areas. Ameri- 
can National has $1,787,552 in force in 
Texas and is the largest insurer domi- 
ciled in the state. 

Arrangements have been made to 
give special grace period extensions 
to holders of ordinary, MDO, inter- 
mediate ordinary, and industrial poli- 
cies living in the disaster area whose 
grace periods expired in a period fol- 
lowing Sept. 9. 

The Moody Foundation, owner of 
the majority stock of American Na- 
tional’s founder, has also announced 
the donation of a $100,000 bequest to 
the special disaster relief fund of the 
United Fund. 


Ohio National Holds Meetings 

Extending through Oct. 2, Ohio Na- 
tional Life is holding a series of area 
meetings to review recent expansions 
in the company’s A&S coverage. Thir- 
teen meetings are being conducted by 
home office and division executives to 
introduce the company’s new major 
medical coverage, A&S plans for wo- 
men, new sales materials, and planned 
national advertising. Meetings are 
scheduled for Lansing; Minneapolis; 
Omaha; Harrisburg, Pa.; Des Moines; 
Dallas; Columbus, O.; Los Angeles; 
Salem, Ore.; Springfield, Mo.; Spokane, 
and Chicago. 
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supervisor of training. 

John A. Curtis has been named 
supervisor of training and college rela- 
tions. He has been supervisor of em- 
ploye relations and before that was 
personnel director of Berkshire Life. 
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NORTHWESTERN NATIONAL LIFE 


8 


in the underwriting department, will 
take over Mr. Wyper’s present respon- 
sibilities. He joined the company in 
1948 at Hartford, was named senior 
underwriter in 1953 and has been 
assistant secretary since 1957. 


Interstate L.&A. 


Charles G. Marshall has_ been 
named assistant director of field train- 
ing. He has been with Interstate since 
1930 and has served in numerous 
field positions. For the past 10 years 
he has served as a district manager 
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in Pensacola, Fla., Macon and States- 
boro, Ga., respectively. 


John Hancock 


Lawrence A. Reister has been made 
an advanced underwriting assistant. 
He joined the company at Buffalo and 
has been a sales supervisor, assistant 
general agent, unit manager and field 
assistant. He is a CLU and also holds 
the CLU management designation. 


OLYMPIC NATIONAL LIFE has 
named Frank M. Burger assistant di- 
rector of agencies. He had been gen- 


eral agent at Seattle for Washington 
National. He is president of Washing- 
ton Assn. of Health Underwriters. 


BANKERS FIDELITY LIFE of Rich- 
mond has made Eugene J. Holycross 
director of agencies. Before joining the 
company he was general agent at 
Jacksonville, Fla., for Security Mutual 
Life of New York. 


CONTINENTAL LIFE & ACCIDENT 
has appointed James G. James execu- 
tive vice-president. He had been a 
special agent for New York Life at 
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William A. Archbold, Minneapolis, right, counsels Claude M. Conley, Charlottesville, Va., and Gerald H. Pooler, Denton, Texas at a 
recent N/W National Home Office School. 


At Northwestern National Life we believe that proper counseling of 
the new man represents a significant part in his development. At our 
Home Office School we assign two to three new men to each of our 
Management Trainees. They act as counselors to these men throughout 
the School, analyzing each man’s market, checking his progress, suggest- 
ing ways to improve his work habits and techniques. In this way, they 
learn to provide, when they later go into management, the continuing 
counsel which will be needed by both new and old men under their 
direction. We always have 12 to 18 men in our Management Training 


Program. 
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Boise, and before that was maiaager of 
that company’s Idaho generai office. 
He joined New York Life as assistant 
manager for Wyoming and was late 
assistant manager at Milwaukee an 
general manager at Columbus. 


MUTUAL SAVINGS LIFE of Aja. 
bama has elected D. Roscoe Buttrey t, 
the board of directors. He will also by 
chairman of the finance committee anj 
cheif investment officer. He has beg 
a lecturer at Louisiana State Univer. 
sity’s school of banking and is preg. 
dent of the Crescent Amusement () 
of Alabama. 


NORTHERN STATES LIFE hy 
named Edward W. Beresford assistan, 
to the president, in charge of gener 
administration, life underwriting ay 
policy issue. He succeeds the late War. 
ren J. Moore. Mr. Beresford is forme 
secretary of Old Line Life 


NORTH CENTRAL has named L. 7. 
Heinen vice-president and controller: 
R. O. Schneider life accountant; R, 1, 
Barnes premium and commission ae. 
countant, and B. W. Pearce interna] 
auditor. 


EXCELSIOR LIFE has named Don- 
ald F. Duncan associate actuary with 
responsibilities in the group field. 





Lutheran Brotherhood has been li- 
censed in Louisiana, increasing to 4] 
the number of states in which the g0- 
ciety is admitted. 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
insurance—Pensions 


2801 North Meridian St. 5002 Dodge Si. 
Indianapolis 8, Ind. Omaha 32, Neb. 








E. P. HIGGINS & COMPANY 
Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








W. MURDOCH STEWART, F.S.A. 
CONSULTING ACTUARY 


INSURANCE - PENSIONS 
20! North Wells Street 
Chicago 6, Illinois 
Telephone: CEntral 6-4558 








HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 
Insurance—Pensions 
10 South La Salle Street 





Chicago 3, Illinois 
FRanklin 24020 
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Franklin Life 


George C. Mc- 
Cabe, district 
manager at Chi- 
cago, has been 
promoted to gen- 
eral agent there. 
He succeeds John 
E. Duffy, who has 
been advanced to 
regional manager, 

Milton Rosensky, 
Joseph Saia and 
Charles Kramer, 
operating in Pitts- 
burgh as the R-S- 
K agency, have been named general 
agents there. They were formerly as- 
sistant managers for Metropolitan Life. 





George C. McCabe 


New England Life 

VeNile R. Russon has been made 
manager of a new agency in Los 
Angeles, the company’s third there. 
He joined New England Life in 1956 
and since 1957 has been district man- 
ager at Provo, Utah. 

James R. Love Jr. has been made 





James R. Love Jr. 


VeNile R. Russon 


general agent in Milwaukee, in part- 
nership with George L. Grimm, pre- 
sently general agent there. Mr. Love 
joined the company in 1953 at Peoria 
and was made a supervisor in 1955. 
He became assistant director of agen- 
cies in 1958 and later became assistant 
to the agency vice-president. He has 
been administrative assistant in the 
office of the president since 1960. 

Joseph W. Gibson has been made 
assistant district group manager at 
Chicago. He has been district group 
representative at Chicago for the past 
two years. 

George T. Spellissy has been made 
group representative at Charlotte, N.C. 
He has been group representative at 
Boston for New York Life since 1956. 


Continental Assurance 


Donald D. De- 
John, group re- 
gional manager at 
Pittsburgh, has 
been __ transferred 
in that capacity to 
New York. 





Donald D. DeJohn 


Great National Life 


R. Bruce McCarty has been named 
regional group manager for southern 
Texas with headquarters at Houston. 


Prudential 
Daniel H. Dahl, who has been in the 








commercial and industrial loan depart- 
ment at the north central home office 


XUM 
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Changes In The Field 


in Minneapolis, has been transferred 
to the same department at Detroit. He 
will assist John A. Albertson, senior 
investment analyst, in directing long- 
term loans to small and medium-sized 
corporations in Michigan. 


Connecticut General 


Paul D. Marquardt, special group 
representative at Wichita has been 





Stevens 








COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
in renewals over the next six years. If you want more infor- 
mation on how to step up to your own Agency, contact—David 
G. Hunting, C.L.U., President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


174 Whitney Avenue 





e New Haven 5, Conn. 








Four Outstanding 


Honored for 


Davis made the presentation. 


tend heartiest congratulations. 


Insurance Company 





National Life General Agents 


Superior Performance. ... 


Harold T. Dillon, Atlanta, Ga., and Lee W. Rich, C.L.U., New York City, tied to win 
the President’s Trophy, here being presented by Deane C. Davis, President, center. 


Each year National Life honors its outstanding agencies. This 
year, as aresult of a tie, the President’s Trophy for ‘‘outstanding 
performance in agency operation and development’’ was awarded 
the Harold T. Dillon Agency, Atlanta, Georgia, and the Lee W. 
Rich Agency, New York City. National Life President Deane C. 


Two other outstanding general agents were presented Presi- 
dent’s Plaques by Vice President Clyde R. Welman, C.L.U., for 
their achievements. The Renaldo A. Baggott Agency, Seattle, 
Washington, and the Bradford D. Haseltine Agency, Cleveland, 
Ohio, tied for these annual awards. 

To these top ranking general agents and their staffs, we ex- 


National Life oi VERMONT 


Manipelien 


FOUNDED IN 1850... A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 












Renaldo A. Baggott, Seattle, Wash., tied 
with Bradford D. Haseltine, C.L.U., Cleve- 
land, Ohio, lower, to win a President's 
Plaque, here being presented by Clyde 
R. Welman, C.L.U., Vice President, right. 






Bradford D. Haseltine, C.L.U., Cleveland, 
Ohio, tied with Renaldo A. Baggott, 
Seattle, Wash., upper, to win a President’s 
Plaque, here being presented by Clyde 
R. Welman, C.L.U., Vice President, right. 
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made assistant group manager there. 
He joined the company in 1957. 

Alan E. Anders, Neil S. Friedman 
and Raymond E. Schwarz Jr. have 
been made brokerage consultants at 
the Greason agency, New York City. 


Occidental Of California 


Thirty years of operation in Texas 
have been marked by establishing a 
general agency in Austin under Gen- 
eral Agent Richard L. Chaney. This 
brings to a total of 13 the number of 
Occidental agencies serving Texas. Mr. 
Chaney has been in the business the 


7 
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W. W. BARBERG, GA 
Eau Claire 






CONGRATULATIONS 


B. D. HUGHES, JR., GA 
Memphis 
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MILTON ASFAHL, CLU, GA 


Oklahoma 


Equitable Life 









BERTHA S. BROCK 


L. M. McCLUSKY 
Home Office 
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past seven years as an agent in Austin 
with Southwestern Life. 

David R. Cook, assistant regional 
group manager at Denver, has been 
promoted to associate regional group 
manager and transferred to Milwau- 
kee. 


Volunteer State Life 


J. Edward MacEachon has_ been 
named regional director of agencies in 
Florida. He was with Metropolitan Life 
and Prudential before becoming di- 
rector of agencies in Jacksonville for 
Professional Insurance Corp. Most re- 


| 


J. H. EVANS, JR 
Oakland 









Oklahoma 


TO OUR 


NEW CLUs 







S. L. SIRAK 
Cleveland 





AND TO THREE ASSOCIATES WHO EARNED THE 


DIPLOMA in AGENCY MANAGEMENT 








cently he has been general agent for 
Protective Life at Orlando, Fla. 


Northwestern National 

George J. Calvert, supervisor at 
Minneapolis, has been named manager 
at Rochester, Minn. 

C. Eldon Archer, supervisor at Dal- 
las, has been appointed an agency 
field service representative at the 
home office. 


United Benefit Life 
R. D. Coughlin, regional benefits di- 
rector for several eastern states, has 


F. L. GAYLORD 
Home Office 








Cc. W. WOODMAN 


Youngstown 





R. B. RYDEN, CLU 
Des Moines 


of lowa 


DES MOINES 


W. J. SHIELDS, CLU, AM 


Seattle 
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been named manager of a new office 
at Boston which will service eastern 
Massachusetts and will be indepen. 
dent of sales operations. 


Mass. Protective-Paul Revere 
Louis B. Straughan Jr. has been ap. 
pointed general agent at Springfield, 
Mo. He joined the company five years 





Louis B. Straughan Jr. Richard M. Giles 


ago at Shreveport, La., and recently 
has been southwestern regional train- 
ing supervisor. 

Richard M. Giles has been made 
general agent at Albany. He has been 
eastern regional training supervisor 
and before that was a supervisor at 
Pittsburgh. 


General American Life 
The company has named James H, 
Stevens director of agencies at Dallas, 
and B. P. Curtis to the same post at 


B. P. Curtis J. H. Stevens 


Fort Worth. The function of directors 
of agencies is to coordinate the activi- 
ties of multiple agencies in key metro- 
politan communities. 

Mr. Stevens’ experience includes 
sales as well as management, and he 
has achieved membership in the Mil- 
lion Dollar Round Table. Mr. Curtis 
has been in the business since 1957. 


American United Life 
David V. Whitt has been appointed 
manager of the Great Lakes group 
division offices in Chicago. He joined 


David V. Whitt Meyer S. Singer 


American United Life’s group depart- 
ment in 11957. 

Meyer S. Singer has been appointed 
manager at Newark. He had been with 
Prudential for six years as an agent 
and division manager. 


Bankers Of Nebraska 


James W. Lantz, vice-president and 


director of agencies, and Frederick 


Wright, eastern superintendent of 
agencies, Philadelphia, attended the 
opening of a new agency at 1014 Vine 
Street, Cincinnati. Laurence D. Bred- 
well is general agent. 


Septer: 
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Another Product of 
Berkshire Life’s 
Project One 
Breakthrough! 


BIG NEWS 
for 


INVESTMENT 
MINDED 
PROSPECTS 


For the first time, Berkshire 
Life offers two separate 
lines of policies. This means 
that no investment minded 
prospect need be lost. If es- 
tate creation at low outlay 
is required, the Berkshire 
has it. If the buyer wants a 
rapidly accumulating fund 
Berkshire offers a new 
retirement income plan with 
one of the industry’s lowest 
premiums. 


With premiums based on 
the new 1958 CSO Mortality 
Table and a new policy 
pricing system, the new 
Berkshire Life plans com- 
bine an unbelievable degree 
of flexibility and versatility 
with valuable new options 
and privileges, all at outlays 
so low you wouldn’t believe 
the plans were backed by 
one of the nation’s oldest, 
most reputable companies. 


For full details, 
contact the nearest 
Berkshire Life 
General Agency 


Abeaxsune ure 


INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 

A MUTUAL COMPANY FOUNDED IN 1851 
LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 
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Gerber Notes Two 
Conflicting Schools 
Of Business Thought 


(CONTINUED FROM PAGE 2) 


any law is really quite a simple ques- 
tion: Is it serving the public interest? 

What about group insurance laws 
that vary? Did, or does, Congress in- 
tend just one such law? What about a 
group contract from one state that ex- 
ceeds the maximum limits of another 
state? 

Mr. Gerber answered this last ques- 
tion by stating that his own depart- 
ment grants credence to such a con- 
tract when it appears that the com- 
pany has no intent to circumvent the 
Illinois laws. 

The director said he is quite aware 
there are those who stay awake nights 
in hopes of “beating” the department, 
but it is hoped that those who dislike 
a specific law will attempt to get 
around it by changing it by legislation 
rather than by trying to “outwit” the 
department. 

Turning to the subject of new com- 
panies, Mr. Gerber said that officers 
of these have told him they could do 
anything they wanted and he couldn’t 
do a thing about it—and just that 
crudely, too. 


Have Right To Exist 


The director said he believes new 
companies have a right to exist. They 
also have a right to be different—just 
so this difference is within sound 
financial limits. Accordingly, the Ill- 
inois department allows these new 
companies a decent chance to get 
started—and then lets circumstances 
determine any action that may or may 
not have to be taken. 

Mr. Gerber said some new regula- 
tory laws have had to be recently en- 
acted with regards to these new com- 
panies. Some of them seemed to feel 
that they were only in the investment 
business, and have had to be reminded 
they were actually in the insurance 
business and must try a little harder 
to sell some insurance. 

One of these laws demands a par 
value on new issues of no less than 
one dollar. Mr. Gerber said the days of 
the 10 cent stock are gone; he doesn’t 
see how such stock fits into the pro- 
priety of the insurance business. And 
it certainly adds no dignity. 


Asked About Self-Insurance 


During the question and answer 
period, Mr. Gerber was asked what 
the department’s stand on self-insur- 
ance was. He said he runs into this 
question all the time. Actually, there 
is some question whether, by defini- 
tion, self-insurance is actually insur- 
ance. In any case, there is surely little 
the department can, at this time, do 
about it. 

With regard to a question sub- 
mitted by one member who won- 
dered about what he termed “discrim- 
inating premium tax laws,” Mr. Ger- 
ber said he had no idea what this 
meant. Everyone wants better govern- 
ment, better roads, better lighting— 
but no one seems ready to pay for it. 
Where do people expect the money to 
come from? Where but from the pre- 
mium tax laws is the money to 
come for the state itself? 

Mr. Gerber concluded by remarking 
that he was particularly happy to ap- 
pear before producer groups since he 
believes these to consist of the last of 
the angry young men. They are the 
last of the rugged individuals in Amer- 
ica—even if they do occasionally seem 
to be a bit rugged on him. 


ll 








A Salute to 


MEMBERS CAC, CLU ASSOCIATION 


ON THEIR 12th ANNIVERSARY 


1. Scott Adams............. Portland 
M. Selig Apperman........ Rochester 
William T. Baldwin... .... Bakersfield 
James A. Barbour, Jr..... Indianapolis 
Myron H. Beitman........ Harrisburg 
Julius S. Brown......., San Francisco 
Laurence A. Burk........ Minneapolis 
Richard A. Chatfield......... Chicago 
Jack J. Cohen............. New York 
John M. Criner......... Grand Rapids 
Donald L. Daniels............ Boston 
John H. Drummond........ San Diego 
Joseph N. Desmon........... Buffalo 
Manuel Donchin............. Chicago 
Donald C. Fisher......... Jacksonville 
William T. Fleming......... Pensacola 
Harvey Goodstein........ Philadelphia 
Paul C. Green............... Chicago 
Carl E. Haas........ een Brooklyn 
Morris B. Hack............ Baltimore 
George L. Haines......... Washington 
Robert C. Hinshon............ Detroit 
Alex Kadansky........... Springfield 


CONTINENTAL ASSURANCE @ 


Member Continental National Group - 


Bernard E. Kammerer. . .Los Angeles 


Edward D. Landers......... Cleveland 
W. Horace McEver............ Atlanta 
Thomas R. McGeoghegan. . . . .Chicago 
John W. Mack............... Chicago 
WS Beds fuss. ces Waterloo 
William G. Mehaffey...... . Pittsburgh 
Seymour Meltzer........... Rochester 
Wilford U. Myers............ Sikeston 
William R. Otter. ............ Chicago 
George Paddock............. Chicago 
Donald J. Reap............New York 
Milton Reinstein............. Chicago 
Howard J. Rosan........... New York 


Daniel B. Rothenberg. .New Hyde Park 


F. Richard Russell........... Jackson 
Ralph A. Santella......... Gloversville 
Bryant M. Sells.......... Long Beach 
Harold N. Sloane........... New York 
a ee Atlanta 
Maurice D. Sumney........ Kalamazoo 
Malcolm M. Teare.......... New York 
Edwin B. Thurman, Jr... ..... Chicago 


Chicago 4 
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Life Insurance's Competitive Strength Greater Than Assumed 


(CONTINUED FROM PAGE 1) 
that the cost of living has little to do 
with the amount of life insurance 
owned (40%). The belief that infla- 
tion should signal a reduction in life 
insurance coverage is held only by a 
small fraction of upper income family 
heads. 


Insurance Widely Owned 


5. At all income levels, life insur- 
ance is held by a larger proportion of 
household heads than are other forms 


of saving or investment. At income 
levels below $8,000, ownership of 
stocks and mutual funds is almost 
non-existent. Among those with in- 
comes of $15,000 or more a year, ap- 
proximately two-thirds reported own- 
ing individually purchased stock and 
three in 10 reported owning mutual 
fund shares. 

6. People who own stock or mutual 
fund shares say they bought because 
of the high return. Relatively few said 
they had invested in securities rather 


than buying life insurance in order to 
hedge against inflation—those that 
did are almost all in the upper income 
brackets. 

7. Seven in 10 household heads 
agree that a person should have ade- 
quate life insurance coverage before 
investing in stocks. However, only 54% 
believe that other people follow this 
advice. 

8. Owning stock or mutual fund 
shares, or expecting prices to increase, 
does not reduce the likelihood that a 
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DISABILITY INCOME 


(IN ADDITION TO MAJOR MEDICAL) 


We're not the first company 


to write DISABILITY INCOME... 
BUT we believe we have the BEST product! 


NEW “INCOME PROTECTOR” PLANS 


@ Non-can and Guaranteed Renewable to 65 
@ Broad selection of waiting and benefit periods 


@ AD & D benefit automatically included 





@ Partial disability benefit automatically included 





@ Retroactive waiver 
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person will own life insurance or jp. 
crease the chances that he wil! have 
lapsed a policy. 

9. Compared with non-investors, 
those who have invested in stocks or 
mutual fund shares are more likely to 
be owners of such fixed-dollar assets 
as savings account, government say. 
ings bonds, and life insurance. This 
result holds regardless of income. 


Social Security Unexplained 


10. Less than one in six of those 
covered by social security report that 
they have never had their social se. 
curity benefits explained to them, 
Among those who have received an 
explanation, life insurance agents are 
the most frequent source of informa. 
tion. However, their efforts are pri- 
marily confined to people in the upper 
income brackets. 

The results from this section of the 
survey show clearly that the decline jp 
the value of the dollar has had little 
effect in shaping people’s attitudes to. 
ward life insurance. To many, this 
finding may be surprising and might 
be suspect if it were not supported by 
the results of a series of national sur. 
veys conducted by the Survey Re. 
search Center (SRC) of the University 
of Michigan and reported in the recent 
book by Dr. George Katona, “The 
Powerful Consumer.” 

Dr. Katona reports that while there 
has been some response to inflationary 
expectations, the majority of persons 
with incomes of over $3,000 consist- 
ently express a preference for fixed- 
dollar investments as the wisest way 
to invest money. Among those who 
prefer variable-dollar assets, the de- 
sire for capital growth, rather than 
protection against inflation, was the 
major consideration. 


Still Wanted Governments 


The SRC studies also found that 
even during periods when inflationary 
expectations were high, few people 
could think of a reason why govern- 
ment savings bonds might not be a 
good investment. Those that did give a 
reason rarely mentioned the decline in 
the value of their investment that in- 
flation would produce. In the present 
study, less than 5% indicated that life 
insurance should be reduced during 
times of inflation because inflation 
makes it a poor investment. However, 
both studies found that there were 
some people whose investment prefer- 
ences were dictated by a fear of infla- 
tion. While the number is relatively 
small and primarily limited to the 
upper income group, the SRC studies 
show that it may be increasing. 

The consistent failure to find that 
inflationary expectations have been 
translated into investment preferences 
may result from (1) the nature of the 
expectations and (2) the needs that 
the different savings and investment 
media serve. For the majority of 
household heads, fixed-dollar assets, 
including life insurance, have obvious 
attractions. The work of Dr. Katona and 
others shows that within these groups 
there is strong motivation to save in 
order to guard against unforeseen 
emergencies and to provide a fund for 
future spending. 


Income Not Savings Motive 


Rarely is there motivation to save 
in order to profit or draw income from 
one’s savings. Fixed-dollar assets pro- 
vide channels for savings that are safe 
and readily available. In general they 
do not require the individual to ac- 
quire a specialized fund of informa- 
tion or to accumulate a_ substantial 
sum before he begins to save. 

In addition, the present study pre- 
sents additional evidence that stocks 
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still connote risk or gambling and that 
they are not bought to provide protec- 
tion for the family. Although the study 
provides no direct evidence, it may be 
assumed that many people believe 
they would have to acquire specialized 
knowledge before they could invest 
successfully. Variable-dollar assets 
usually do not provide the element of 
liquidity that is necessary for an emer- 
gency fund, and many times a rather 
sizable cash outlay is required of the 
investor. 

In view of these differences, it 
would be surprising if there had been 
a marked shift from fixed-dollar to 
variable-dollar investments. Such a 
shift would be most likely to take 
place if the public felt that past price 
increases had produced a substantial 
loss in the value of their savings or if 
they expected such a loss to occur in 
the future. Dr. Katona reports that 
even among people who are aware of 
the decline in the value of their sav- 
ings, rather than feeling hurt, many 
say that they are better off than if 
they had not saved. There is no sug- 
gestion from the present data that peo- 
ple expect rapid price increases in the 
immediate future. It should also be 
pointed out that, while gradual price 
increases are expected, these expecta- 
tions cannot be held with certainty. 


Inflation Still A Problem 

These arguments do not mean that 
inflation is not a problem. They are 
simply an attempt to explain why 
inflationary pressures have failed to 
influence the investment preferences 
of a sizable number of people. In the 
absence of strong inflationary expecta- 
tions and with the advantages of fixed- 
dollar investments and the motivation 
of the public to save, investment pref- 
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erences should continue to remain 
relatively stable. 

If inflationary pressures have had a 
minor effect, it might be asked, “Why 
the large increase in share ownership 
of stocks and mutual funds?” It is 
most likely the result of a combina- 
tion of factors, one of which is the 
increase in the amount of disposable 
income available for investing. Not 
only has the population grown rapidly 
during the past 20 years, but there has 
also been a growth in the real income 
of the U.S. public. 

Another factor is the growth of mu- 
tual funds since 1940. Essentially, a 
new product has been created and is 
aggressively attempting to secure a 
share of the investment market. Stocks 
also have been aggressively marketed 
during this period and the sales ef- 
fort has been supplemented by a spate 
of articles in the mass media and of 
books telling “how to get rich through 
investments.” 


Some Feel Risk Is Gone 

A third factor may be the feeling 
that some of the risk has been re- 
moved from investing in stocks or mu- 
tual funds. Given some ups and 
downs, most persons with funds to 
invest are aware that the long-term 
trend in stock prices has been upward, 
and the majority of potential invest- 
ors believe the trend will continue. 
While investing still carries the con- 
notation of a gamble, few believe that 
they run the risk of incurring a loss 
comparable to the one that befell in- 
vestors in 1929. 

Available cash, an aggressive sales 
push, and the perception that invest- 
ment risk has been reduced may ac- 
count for part of the growth in share 
ownership. However, factors also 
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YOUR A & S FORM— 


Whether it’s old or new, 
novel or conventional, com- 
pleted or still ‘‘in the works”’ 
—We are 
from a Reinsurer’s point of 
view. Forty-five years in the 
A & S lab may have dug up 
an answer you need. Please 
ask for it! 


interested in it 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK 
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175 W. Jacksen 


SAN FRANCISCO 
100 Bush St. 





exist that are conducive to the in- 
creased sale of life insurance. The 
ownership data shows that life insur- 
ance enjoys wide acceptance. Life in- 
surance, as well as other investments, 
benefits from the growth in national 
income. 

Many people believe that life in- 
surance coverage should be increased 
to offset the decline in the purchasing 
power of the dollar. While a few men- 
tioned the effect of inflationary price 
increases on the value of life insur- 
ance, many more pointed to the need 
for additional protection for their de- 
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pendents. This suggests the obvious 
opportunity for agents to call on their 
old policyholders and “orphans” to 
bring their coverage up to date. It 
means that agents, rather than 
being frightened off by a prospect who 
claims to have been programed years 
ago, should counter with arguments 
which point to the need to reassess 
needs in terms of present-day prices. 

In terms of the priority of invest- 
ment, the results showed that a large 
majority at each income level believe 
adequate life insurance coverage 
should come before investment in 
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Even before we improved our group major medical policy, it was 
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@ Choice of our new “‘corridor deductible’ or our fa- 
miliar ‘integrated deductible’. 


@ Choice of variable coverage. For example, low room 
and board maximum with high surgical expense 


coverage. 
other variations. 


Or special plans for executives. 
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@ Surgical maximums automatically renewed after 12 


months. 


@ Lifetime coverage may be available through con- 
tinuation or conversion to individual policy. 


For complete information, call your Guardian Manager, or write: 
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OF AMERICA 


: A Mutual Company @ Established 1860 
: Park Avenue South at 17th Street @ New York 3, New York 
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stocks. However, approximately one in 
five household heads said that it was 
all right to invest in stocks first and a 
third of all household heads believe 
that others do invest in stocks before 
acquiring life insurance coverage. In 
the absence of trend data, it is im- 
possible to determine whether the 
sanctions against investing in stocks 
before acquiring adequate life insur- 
ance coverage have weakened. If they 
have, this is an obvious area for con- 
cern. On the other hand. the reasons 
given for investing are not that stocks 
are a substitute for life insurance or 
that inflation has made life insurance 
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a poor investment. Rather, investors 
cite the opportunity for greater profit 
from stock. 

One of the major purposes of the 
LUTC-LIAMA survey was to inves- 
tigate the reasons why people buy life 
insurance and the barriers that may 
cause people to limit their purchases 
or not buy. One of these barriers con- 
ceivably could have been the way in 
which the public evaluates life insur- 
ance in a period when the cost of 
living has risen for two decades and 
shows every sign of continuing to rise. 
The results from this section of the 
study show that this barrier, while 


existing for some upper income house- 
hold heads, does not exist for most 
people. The increase in mutual fund 
and stock ownership would seem to 
stem from sources other than the 
belief that a rising price level has 
made life insurance a poor buy. 


People Not Realistic Enough 


The major problem would still ap- 
pear to be the one discussed in Vol- 
ume I, that is, the problem of helping 
the public achieve a realistic concept 
of how much life insurance is enough. 
In Volume I it was reported that the 
ownership objectives of many house- 
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hold heads are low. This may account 
for the fact that there were persons in 
the study who, though they expresseq 
the belief that adequate life insur. 
ance coverage should precede invest- 
ment in stocks, owned stock and lit- 
tle life insurance. It was also reported 
that life insurance receives little dis. 
cussion within the family and, by im- 
plication, little discussion outside. The 
reasons for owning life insurance 
lacked specificity and the degree of 
consideration of the eventual use of 
life insurance proceeds was limited. 

The reasons for low ownership goals 
appeared to be failure of household 
heads to understand and realistically 
plan for the economic impact their 
deaths would have on their survivors, 
While they think of life insurance as 
a good thing to own, their purchasing 
behavior is haphazard and is not tied 
in with a well-thought-out program 
of family security. 


Best Way For Agents To Help 


Helping the family head to reach a 
realistic appraisal of his family’s 
needs may well be one of the most 
useful and profitable services an 
agent can render and one of the most 
effective ways of meeting the compe- 
tition from other investment media, 
In terms of training, this suggests in- 
creased emphasis upon family fi- 
nance so that the salesman can focus 
the prospect’s general desire for pro- 
tection upon specific objectives. The 
development of a more realistic con- 
cept of adequate coverage seems nec- 
essary coupled with strengthened be- 
lief in the need for such coverage be- 
fore investment to variable-dollar as- 
sets is undertaken. 

Although the large majority of life 
insurance policies are sold to persons 
earning less than $8,000 a year—a 
market in which competition from 
variable-dollar assets is restricted— 
the findings from this survey suggest 
that agents who sell in the upper in- 
come brackets need to have a tho- 
rough knowledge of the various in- 
vestment media. However, these other 
investments are not made for the 
same reasons that lead a person to 
buy life insurance. Of primary im- 
portance is the need to provide all 
agents with a strong foundation in 
the basic philosophy of life insurance 
so that they will not fail to recognize 
the unique service they have to offer. 


Equitable Of Ia. Has Large Gains 

Equitable Life of Iowa had $14,860,- 
964 in new paid insurance during Au- 
gust, an increase of 4.8% over the 
same month in 1960. This brought the 
eight-month total for 1961 to $115,- 
763,151, a gain of 4.8% over the cor- 
responding period in 1960. Insurance 
in force at the end of August reached 
a new high of $1,807,732,675. 
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ACS 


Actuarial Computing 
Service, Inc. 


“Specializing in Computer Applications 
for the Insurance Industry” 


1389 PEACHTREE ST., N.E. ATLANTA 9, GEORGIA 
TR. 5-6727 




















CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 





20 N. LaSalle St 


? Chicago 2, Ill. 
Financial 6-9792 











Septer 


Agen 
In Nc 
Aim e 
The 
Vermo! 
bands, 
awards 
eligibil: 
of thr 
June. 7 
more b' 
Bonds 
Wive 
in eac 
Revere 
were | 
Gordon 
Ronald 
R. Patt 
Lane, 1 
cester, 
Bingha 
brook, 
Hartfo1 
Wis.; lt 
bert E. 
Morton 
Y., an 
Ore. 
Indiv 











» 196) 


ccount 
ons in 
ressed 
insur. 
nvest- 
id lit. 
ported 
e dis- 
‘y im- 
>. The 
ilrance 
"ee of 
ise of 
mited, 
) S0als 
sehold 
tically 

their 
rivors, 
Ice as 
lasing 
it tied 
gram 


GIA 








September 23, 1961 


Agents’ Wives Win Awards 
In National Of Vt. Drive 
Aimed At Women’s Market 


The wives of 14 National Life of 
Vermont agents, through their hus- 
bands, have won woman of the year 
awards in a sales contest, for which 
eligibility was based on a minimum 
of three women’s lives written in 
June. The aim of the contest was for 
more business in the women’s market. 
Bonds Awarded 

Wives of agents winning the contest 
in each agency received silver Paul 
Revere bowls. Those in first place 
were Wilfred S. Tateishi, Honolulu; 
Gordon M. Crandall, Springfield, Vt.; 
Ronald E. Bishop, Bangor, Me.; John 
R. Pattison, Troy, N.Y.; John W. Mc- 
Lane, Memphis; Philip J. Collins, Wor- 
cester, Mass.; Richard C. Meltzer, 
Binghamton, N. Y.; Eugene E. Lash- 
brook, Decatur, Ill.; Ralph M. Bemis, 
Hartford; Palmer F. Daugs, Lake Mills 
Wis.; Urban L. Dames, St. Louis; Al- 
bert E. Martin, San Bernardino, Cal.; 
Morton F. Bickart, Poughkeepsie, N. 
Y., and Carlo J. Sposito, Portland, 
Ore. 


Individual agency contests were 


LIFE INSURANCE EDITION 


managed by general agents, with 
rules and promotion material supplied 
by the home office, which included 
direct mail letters to married and 
single women who are heads of house- 
holds, are in business or the profes- 
sions and are career girls or working 
wives. In many cases agents’ wives 
provided their husbands with leads. 


Consumers National Has Stock 


Purchase Plan For Employes 

Consumers National Life has made 
a stock purchase plan available to all 
employes. Referred to as “Propar,” the 
program consists of a series of individ- 
ual plans, each running for three 
years. Employes can participate in as 
many plans as they want by contrib- 
uting a percentage of their income. A 
new salesmen plan will begin each 
Oct. 1. 

Accumulated funds will be used to 
purchase Consumers National stock 
over the counter. At the end of each 
plan’s three year period, the stock will 
be distributed to participants in a- 
mounts proportionate to the size of 
their investments. No issuance of new 
stock is involved, and participating 
employes are in the same category as 
regular stockholders. 











American Casualty's new TOP 
Family Protector Policy is a pro- 
gram that insures against Acciden- 
tal Death — on a family basis. One 
policy and one premium do the job 
— insure mother, father and ,chil- 
dren between the ages of | month 
and 18 years. Principal sum for the 
father ranges from $10,000 to 
$100,000 and covers BOTH Acci- 
dental Death and Dismemberment. 
Insurance on mother and children is 
Accidental Death only, in modified 
limits. As an example, if the father 
has $25,000 principal sum, the 
mother's limits would be $5,000, 
with $1250 on each child. 


For complete details and rates, 
write to the Health Insurance 
Department, American Casualty 
Company, Reading, Pa. 
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Mutual Of New York Gives 
Hurricane Carla Victims 
Quick Policy Loan Service 


Mutual Life Of New York is offer- 
ing emergency financial aid to policy- 
holders stricken by Hurricane Carla. 
Policyholders in southeastern Texas 
may borrow up to $500 against their 
policies within hours after contacting 
the local Mutual Life agency. Nor- 
mally, policy loans must be processed 
through the home office. 

In addition, an extra 30 days have 
been added to the grace period for 
premium payment. 


Summit Hotel Mortgage Is 
Mass. Mutual's Largest 


The largest single mortgage loan 
ever made by Massachusetts Mutual 
has been closed in New York. 

The new loan brings the company’s 
total mortgage investments to $775 
million, including some $170 million in 
New York State. 

The loan, amounting to $8 million, 
was made to provide long-term financ- 
ing to Loew’s Hotels Inc., for its Sum- 


15 


mit Hotel in New York City. 

Massachusetts Mutual has also pur- 
chased the land on which the hotel 
was constructed at a price of $3.2 mil- 
lion from Loew’s Theatres. 

The Summit is the first new hotel 
built in New York City since the con- 
struction of the Waldorf Astoria in 
1931. 

Occidental Is Host To Seminar 

Occidental Life of California was 
host to a high school teachers’ semin- 
ar on the joint responsibility of busi- 
ness and education in promoting free 
enterprise. Held at the company’s 
home office, the seminar was attended 
by 40 Los Angeles County school sys- 
tem educators and was the latest in 
a series. H. Dixon Trueblood, vice- 
president in charge of public relations 
and advertising, and Ralph A. Nelson, 
personnel director, addressed the 
meeting. 

John H. G. Pell, senior partner John 
H. G. Pell & Co., New York; Paul E. 
Merrill, Merrill Transport Co., Port- 
land Me., and Nicolas M. Salgo, presi- 
dent Nicolas Salgo & Co., New York, 
have been elected directors of North 
Central Co. of St. Paul. 


“SMARTEST MOVE OF 
THE DAY, DAVISI” 





“Smart of you to choose 


Life & Casualty 








of Tennessee for your group insurance case, 


Davis.’’ 


“Thank you, sir. But since L & C offers.such 
a complete line of group coverages, such as 
Major Medical, Creditor Group Life, Bantam, 


and the like, there was really no choice.’’ 


Jim Rundle 
Group Insurance Director 
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Editorial Comment 
Replacers Must Tell Md. Department 


We can’t predict how it will work 
out, but we like the provision in the 
new Maryland anti-replacement reg- 
ulation requiring replacers to submit 
their proposals to the department as 
well as to the prospect and to the 
issuing company. 

For one thing, it should show up, 
more quickly than any other regula- 
tion we have heard about, those agents 
who specialize in replacements. When 
the replacer is required only to send 
proposal copies to his home office, in 
addition to giving one to the prospect, 
there can be quite a wide variation in 
the diligence of home offices in doing 
the necessary detective work to dis- 
cover whether certain agents making 
a lot of replacement sales are acting 
in the best interests of the policy- 
holder—or only in the best interests 
of the agent making the sale. 

Perhaps even more important is the 
fact that most replacers are not limited 
to a single company in conducting 
their replacement operations. If they 
have reason to fear that this or that 
company is being extra watchful, it 
would be only common sense to spread 
the replacement business around a 
little, so that it would not loom up too 
big on the books of any company. The 
Maryland system, however, makes 
such evasive strategy futile. 

Finally, there is the psychological 
aspect of having to supply the depart- 
ment with copies of all replacement 
proposals. An agent who has been 
giving his company a lot of business 
may feel pretty sure that the company 
is going to give him the benefit of 
every possible doubt and not lower the 
boom on him if it is possible to avoid 
such drastic action. The department, 
however, is not deterred by any re- 
luctance to avoid losing business or 
the services of a substantial producer 
—and some of these replacers do a 
really BIG business. The department 
can quickly move in on an agent who 
appears to be doing a_ suspiciously 
large amount of replacement business 
or whose filed proposals seem to be 
insufficiently detailed or to show a 


lack of comprehension as to what the 
policyholder’s best interests really are. 

Just the awareness that his pro- 
posals are going to be looked over by 
department officials who are not in 
the least influenced by his record as a 
producer should put the chill on the 
enthusiasm of any replacer who knows 
what is good for him, and make him 
extra wary about doing anything that 
he can’t prove is definitely in the best 
interests of the prospect. 

Unfortunately, the new Maryland 
regulation has the same weakness that 
we have noted in other anti-replace- 
ment regulations: If the agent wants 
to take a chance he can ignore the 
requirement and if he is ever caught 
he can say, with wide-eyed innocence 
“How did I know he was going to drop 
his old insurance? It was his own 
idea, I guess.” And how is the depart- 
ment going to prove any different? 

In this connection, the New Jersey 
regulation has a safeguard lacking in 
the Maryland version, and that is a 
specification that it’s still a replace- 
ment even if the prospect himself 
suggests it. For what this added hurdle 
may be worth, we hope Maryland 
amends its regulation to include it. 

Different states taking different ap- 
proaches and trying different remedies 
—all add up to a good fight against the 
replacement evil. But the replacer who 
wants to ignore the state directives to 
follow certain specified procedures 
whenever replacement is involved still 
seems to be in a strong position, pro- 
vided he has no qualms about lying. 
If a less expensive way of snaring the 
twister could be found than the clear- 
ing house idea, we’d like to hear about 
it. But it still looks very much as if 
the twisting evil can be dealt with 
effectively only by some method that 
doesn’t depend for its success on the 
twister’s willingness to put his neck 
in a noose by conceding that a replace- 
ment is involved in the sale. 

What is altogether too likely to 
happen, under even the best regula- 
tions that we know about, is that the 
only ones who will admit a replace- 


ment is being made and comply with 
the state requirements that are ap- 
plicable will be the agents who feel 
sure that what they are doing is in the 
prospect’s best interest. They may be 
wrong, at times, but at least they’re 
willing to be open and above-board. 
The bad actors—the ones whose oper- 
ations are really rooking the public— 
will be as willing to lie to insurance 
departments and home offices as to 
their prospects. They will be the tough 
ones to catch, but they’re the ones 
who must be caught. 

The clearing house idea has been 
eyed askance since it was first pro- 
posed on the ground that it would be 
unduly expensive. We’ve been check- 
ing a little, and it seems as if the cost 
would not be prohibitive in view of the 
benefits to be obtained. For one thing, 
the sales to be reported to the clearing 
house could be limited to those large 
enough so that the possibility of a 
replacement could exist. Also, only 
loans or surrenders above a certain 
fairly large size would need to be 
reported. 

It would not matter if these high 
minimums let an occasional smaller 
replacement slip through undetected, 
because the typical replacer has pretty 
substantial sales and cash values in 
his replacements. If he can be caught 
perpetrating big replacernents that are 
detrimental to the policyholders, he 
can be put out of business and that 
will automatically keep him from 
small-scale replacements, if he has 
been doing any of these. If even a 
sketchy study could be made of the 
cost of operating such a clearing house, 
we believe the results would be very 
enlightening and might well show 
such a plan to be well within the 
range of practicability —R.B.M. 





Personals 


J. R. Townsend Sr., retired Indiana- 
polis agent of Equitable of Iowa, past 
president of Indiana Assn. of Life Un- 
derwriters, and past president of Gen- 
eral Agents & Managers Assn. of Indi- 
anapolis, has been designated by the 
Indianapolis Chamber of Commerce as 
“Sportsman of the Year.” The presen- 
tation was made by John Burkhart, 
president College Life and president 
of the chamber. Mr. Townsend orga- 
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nized the Indiana Officials’ Assn.; was 
one of the organizers of Junior Base. 
ball Inc.; served as a Big Ten officia) 
for 22 years, and was for four years 
director of parks and recreation for 
the city of Indianapolis. He coacheg 
high school sports in Wyoming ang 
Iowa for 10 years, becoming acquaint. 
ed in the work with Hugh S. Bell, 
general agent Equitable of Iowa at Se. 
attle, who was also in coaching. In 1917, 
Mr. Townsend was named athletic di- 
rector of Wabash College, in which ca. 
pacity he served until taking a co. 
general agency for Equitable with 
Lowell Boyd in Kokomo in 1921. Later, 
Mr. Townsend shifted to Indianapolis, 
handling roughly the southern part of 
the state while Boyd handled the 
northern. The Boyd agency continues 
under Lowell Boyd’s son, Robert. Re- 
tiring as general agent in 1950, Mr, 
Townsend has continued active in the 
agency, now headed by his son, J. Ru- 
sell Jr. 





——.. 


Deaths 


VICTOR C. d@’UNGER, 53, asessor 
tecnico of Monterrey Life, Monterrey, 
Mex., died in his home there after a 
brief illness. He joined the company 
about two year ago after retiring from 
Lincoln National Life, where he had 
been for 29 years in the reinsurance 
department, his final responsibility 
being reinsurance secretary. His ac- 
tivities included frequent travel as 
Lincoln Life’s reinsurance representa- 
tive in Latin America. A member of 
International Congress of Actuaries 
and of Hemispheric Insurance Con- 
ference of the U. S. Chamber of Com- 
merce, he served as chairman of the 
life discussion group on two occasions 
and at two of the conferences was the 
official delegate of Honduras. 


JOHN E. KAY, 59, retired vice- 
president of Life & Casualty, died af- 
ter a long illness. He had been with 
the company for 35 years and from 
1959 until January was head of the 
central division. 


BEN P. ATKINSON Jr., 47, district 
manager at Austin, Tex., of American 
General Life died of a heart attack. 
He began in life insurance when he 
joined the company in 1937 and at one 
time was in the home office agency 
department. A CLU, he had held all 
of the offices of Texas Assn. of Life 
Underwriters. At the time of his death, 
he was president of Texas General 
Agents and Managers Conference. 


BERNARD BLUMENCRANZ, 53, 
partner in Blumencranz, Klepper & 
Wilkins, district agent of Guardian 
Life at Flushing, N. Y., died. He was 
also president of Blumencranz & Co. 
general lines brokers. 


JOHN P. LEATHERMAN, 82, gen- 
eral agent at Lansing, Mich., for Con- 
tinental Assurance since 1911, died at 
a local hospital after a brief illness. 
Mr. Leatherman entered the business 
in 1905. He joined Continental the fol- 
lowing year and was one of the five 
pioneer agents honored at the compa- 
ny’s recent 50th anniversary conven- 
tion in Chicago. He was a past presi- 
dent and honorary life member of 
Lansing Life Underwriters Assn. 


headed Lansing Assn. of A&H Under- 
writers, and was active in Lansing 
Life Managers & General Agents Assn., 
and Central Michigan Assn. of Health 
Underwriters. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Escorting a motor sailer to Florida whilst Carla was deciding which way to 
go, the insurance consequences of the hurricane were far less immediate 
than the personal situation. We were running scared, but came out unscarred. 

Carla was dispiriting to the fire-casualty list, which had started to respond 
to word of encouraging July-August underwriting results. It is not so much 
the dollar loss but the fact that it seems to frustrate the possibility of a 
better trend that jarred the market. On a per share basis the Carla loss is not 
shocking. For instance, if Continental Insurance suffers a $6 million loss, that is 
but 50 cents a share and its surplus increased $30 million in August. Yet the stock 
declined about $6 a share or in total share valuation about $72 million. This 
drop, incidentally, was accentuated by the coincidence of a liquidation order 
that was unrelated to the storm. 

In general there was little panic selling. It was mainly a matter of the pro- 
fessionals lowering the bids until the limits of the situation could be assessed. 

Some of the stocks were completely unaffected, notably Insurance Company 
of North America, and St. Paul. 

General Reinsurance, which had been going up in uninterrupted strides for 
several weeks, dropped back 8 points to 165 bid. Losses in the fire stocks 
from Sept. 8 before Carla struck until Sept. 15 included 15 points for Aetna 
Fire, 2 each for Boston and American, 3 Employers group, 3% Federal, 1% 
Fireman’s Fund, 2 Great American, 142 Hanover despite an increase in the 
quarterly dividend from 50 cents to 55 cents, 7 Hartford, 54% Home, 4% New 
Hampshire, 3 Northern, 9 Phoenix, 4 Reliance, 2 Springfield, 4 U.S.F.&G. 

The life insurance market here and there became a two-way street for a 

(CONTINUED ON PAGE 19) 





Insurance Men Study Politics 

The directors of Dallas Assn. of Life 
Underwriters is taking a six-week 
course prepared by the U.S.Chamber 
of Commerce called “Action Course in 
Practical Politics.” It is designed to 
enable individuals in local groups to 
learn more about how they can be- 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
185 S. LaSalle Street, Chicago, Sept. 19, 1961 
Bid Asked 
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Complete a programming job 
in just one interview! Cover all 
loss-of-income areas including death 
and disability. Do it thoroughly — 
and still have time for selling. 
Wisconsin National agents are 
saving time every day with these 
streamlined new forms. Work 
Sheet offers complete data in 
“quick-reference” tables, specially 
developed by WNL. Summary Sheet 
gives prospects an exceptionally 
clear picture of his needs. 

Enjoy “success-tested” selling aids. 
Investigate opportunities offered by 


WISCONSIN NATIONAL LIFE 


INSURANCE COMPANY 
230 Washington Ave., Oshkosh, Wisconsin 
AGENCY OPENINGS IN: Wis., Mich., Ill, Ind., Minn., Ohio, Ky. 
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Cal.-Western States rcscsssssee 99 103 bers complete the course, each of them 
Commonwealth Life ....... 4912 a will act as an instructor and teach 
Connecticut General .................. 271 6 oO s “a 
Continental Assurance 185 190 — — people and the gen 
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Washington National .................... 63 66 e h : f Th 
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K. C. Life Has Its Largest 
Month's Volume In History 


Kansas City Life had a_ record 
volume of $55,096,622 for August. That 
amount is not only the largest ever 
written in the company’s campaign 
celebrating its president’s birthday 
month, but also the greatest single 


or True Group case. 


National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise 


Guaranteed Renewable Policies Available! 


SELLING WORDS TO A BUYING PUBLIC 





month’s production in the company’s 
history. 

The previous record for the birthday 
campaign was $54,264,409, established 
last year. Also highest this year in the 
company’s history were the 6,274 ap- 
plications submitted during the month. 
The previous record was 6,122, sub- 
mitted in August, 1960. 


Mich. LIAMA Elects 


Michigan Life Insurance Agency 
Management Assn. has elected Alois S. 
Vincler, Metropolitan Life, president; 
John M. Criner, Continental Assurance, 
vice-president; and Frank W. How- 

d, general agent of Massachusetts 
Mutual at Detroit, secretary-treasu- 


ter. Mr. Criner and Mr. H 
sh r. Howland are 








wees 


Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


REMEMBER—IT'S EASIEST TO SELL THE BEST! 
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HieNATIONAL UNDERWRITER 


Md. Agents Must Send Plans To Department 


(CONTINUED FROM PAGE 1) 
replacement of sound life insurance 
programs if the replacement is not in 
the best interests of the policyholder. 
In a number of instances coming to 
my attention, in which the policy- 
holder has been induced to drop exist- 
ing life insurance policies for newly 
issued policies, the policyholder has 
not been given complete information 
regarding the advantages of the poli- 
cies being surrendered.” 

After listing the usual disadvantages 
of switching, Mr. Sears pointed out 
that while existing statutes prescribe 
severe penalties, including loss of li- 
cense, policing this field has proved 
difficult but he feels the new regula- 
tion will put teeth into the statutory 
requirement. 

“We will watch these written pro- 
posals carefully,” he said, “to see whe- 
ther the actions of particular agents or 
companies are detrimental to the pub- 
lic interest. Although only a relatively 
small segment of the life insurance 
industry has been involved, the activi- 
ties of this element may cause a great 
t+ 


deal of harm to the insuring public if 
allowed to continue and spread. We 
feel that we will be able to curtail 
this activity promptly with the new 
procedures.” 


Procedure Is Spelled Out 


The regulation specifies that “if in 
connection with the solicitation of any 
life insurance policyholder in Mary- 
land, any agent or broker licensed by 
this department induces or tends to 
induce, or suggests, or advises any 
life insurance policyholder to replace 
then existing life insurance by another 
policy or to forfeit or continue under 
any non-forfeiture provision, or sur- 
render, or to make a change in the 
plan of, any then existing life insur- 
ance policy, or to use such policy as 
collateral for a loan, such agent or 
broker shall comply with the following 
procedure.” 

The procedure is extremely detailed 
and specific. At the time of solicita- 
tion and before taking any application 
for new insurance the agent or broker 
must give the prospect a written pro- 





WANT ADS 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make ; 


payment in advance. 
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salary policies. 


LIFE INSURANCE 
INVESTMENT OFFICER 


Exceptional opening for top management-level man, age 
33-45. Must have substantial experience in Life company or 
Trust portfolio management, so 

and direct placement work. Excellent opportunity with repu- 
table 53 year-old midwestern life insurance company. Enjoy 
good living area, modern offices, liberal pension, welfare, and 


Send full details and resume for confidential reply to W. Mead 
Stillman, President, Wisconsin National Life Insurance Com- 


pany, P. O. Box 140, Oshkosh, Wisconsin. 


ating to mortgages, bonds, 








LIFE UNDERWRITER 


Life insurance company, recently organized 
subsidiary of large eastern casualty-fire- 
surety writer (not located in New York) is 
seeking a Home Office Life Underwriter 
with three to five years underwriting experi- 
ence. This is an excellent opportunity for 
a@ qualified young man. The position is 
newly created because of increasing vol- 
ume of business. 

luding de- 


TOP TALENT AVAILABLE 


Position wanted as Company President with 
control to build, create, recruit, set-up. Can 
do it all from Zero. Highly successful today! 
Must have contractual tenure and equity. 
Best reason for leaving present top spot. 
Write A-79, National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Illinois. 





Answers confidential. Write, i 
tails of education and experience to A-90, 
National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Illinois. 








ACTUARIAL ASSISTANT—CONSULTING 
Expandi idwestern firm of Consulting Ac- 
tuaries offers excellent opportunity for man age 
24-32 with home office experience and some 
Society exams passed. Work includes responsi- 
bility for actuarial phases of individual life 
and A & H for life companies. Our employees 
know of this ad. Write A-91, National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











ACCIDENT AND HEALTH 
Professional Group Experience 


We need an accident and health production man 
with professional group and trade association 
experience. A qualified applicant should be 
aggressive and have a proven record of achieve- 
ment in this field. Considerable travel involved 
to make direct contacts. Salary commensurate 
with experience. Write giving complete personal 
and work history and salary desired to B-3, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








Family man, age 37, C.L.U., seeks position as 
training director. Experience as personal pro- 
ducer—brokerage supervisor—agency manager. 
Ten years life experience. Successful as trainer 
of career and multiple line agents. Home office 
position preferred. Some travel. Will relocate. 
Write to A-99, National Underwriter Co., 175 W. 
Jackson Blyd., Chicago 4, Illinois. 








AGENCY DIRECTOR wants agency building 
Management or General Agency connection in 
Houston. Interim Regional Management accept- 
able. Age 43, CLU, CLU Mgmnt, LIAMA Mgmnt 
School Grad., 17 years Life and A&S experience, 
10 years in H.O. Agency Mgmnt., 3 years as 
very successful Agency V. P. For resume write 
A-97, National Underwriter Co., 175 W. Jackson 








Blvd., Chicago 4, Ill. 


posal containing a “concise and clear 
statement of the advantages and dis- 
advantages of making the change to 
the proposed program.” The proposal 
must contain a full and complete com- 
parison of the proposed and the exist- 
ing insurance. 


List Inclusions 


The comparison must include, as to 
both old and new insurance, the death 
benefits, the plans of insurance, ad- 
ditional benefits, such as waiver or 
accidental death benefits; amount and 
basis of premium payments; total pre- 
miums payable during the insured’s 
lifetime for the ensuing five, 10 and 
20 years; dividend illustrations, if par- 
ticipating, covering the next five, 10 
and 20 years, based “on a reasonable 
estimate of performance of the com- 
pany issuing the policy;” surrender 
values at the end of the next five, 10 
and 20 year periods; loan privileges 
if available; if loans are involved, the 
amounts of interest payable during 
the next five, 10 and 20 year periods; 
income settlement agreements avail- 
able; future periods of contestability; 
and other matters that are necessary 
for a complete comparison of the old 
and new insurance programs. 

For purposes of the regulation, a 
replacement, in any of the forms mes- 
tioned, made one year prior to or one 
year subsequent to the date of any 
application for a new life insurance 
policy shall be considered as being 
made in connection with the solicita- 
tion of such new life insurance policy, 
unless the contrary is shown to the 
insurance commissioner’s satisfaction. 


Not A Change In Plan 


The exercise of a conversion privi- 
lege under a policy pursuant to a con- 
tractual right of the policyholder con- 
tained in the policy shall not be re- 
garded as a change in the plan of such 
policy within the meaning of the reg- 
ulation. The procedure specified in the 
regulation shall not be required in the 
replacement of a group life insurance 
policy, or of a term policy of not more 
than five years’ duration issued in 
connection with a specified credit 
transaction insuring the life of the 
debtor and naming the creditor as 
beneficiary, nor shall it be required if 
the total cash value of all the policies 
affected by the proposed change is less 
than $250 and the sum of the face 





SALES PROMOTION MANAGER 
AVAILABLE 


Experienced in all phases of agency department 
operations including editing field publications. 
Excellent background in graphic arts. Write B-5, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








September 23, 199] 


Washington National 
Introduces A New 
Medical Care Policy 


A new medical care policy has been 
introduced by Washington National jp 
conjunction with its 50th anniversary 
convention recently held in Chicago, 

The “Lifetime Medical Protector 
GR,” guaranteed renewable for the 
lifetime of insured, was released to 
the general agency field force for sale 
beginning Sept. 1. A nationwide mer. 
chandising and sales program will g0 
into effect simultaneously. 

Paul W. Watt, company president, 
speaking of the new program, said: 
“This new concept in medical care 
protection proves once again that vol. 
untary private insurance can provide 
comprehensive coverage for Ameri. 
can people of all ages—and on a basis 
which recognizes the different needs 
and requirements of individuals and 
their ability to pay.” 

The new policy can be sold not 
only as major medical on a supple. 
mentary basis to a basic plan but also 
as a comprehensive medical care pro- 
gram with deductibles as low as $50, 
depending upon the prospect’s needs, 
Many Features Listed 

The plan’s features include guar- 
anteed renewability for the lifetime 
of insured, with the company resery- 
ing the right to raise premium rates 
by class; mental illness coverage, in- 
cluding psychiatric services outside 
the hospital; paid up coverage for de- 
pendent children when both parents 
die and a guaranteed increase option 
allowing insured to guarantee himself 
increased medical care insurance in 
the future without regard to his fu- 
ture evidence of insurability or that 
of his insured family members. A 
comprehensive medical services 
schedule contained in the policy is 
keyed to a unit value which may have 
varying dollar amounts to suit the 
medical service costs of a particular 
geographical area and the prospect's 
particular circumstances. 

» Quaker City Life has voted a 5% 
stock dividend payable Oct. 16 to 
stock of record Sept. 29. 





amounts of such policies is not more 
than $950. 

Every life company licensed in 
Maryland must furnish each of its 
licensed agents with a copy of the 
regulation and must retain in its files 
a receipt signed by each agent ac- 
knowledging that he has received and 
read the regulation. 





@ PRIME LOCATION 


@ CLASS A BUILDING 


@ TOP TRANSPORTATION 





IN SOUTHERN CALIFORNIA 


MAJOR OFFICE BUILDING 
TO BE SOLD 


Blue chip Wilshire area, 9 minutes 
from Los Angeles City Hall. 


49,000 square feet, built 1951, filtered 
air conditioning, plentiful parking. 


Close to 700 miles of freeways, excel- 
lent public transportation, airport and 
helicopter service. 


William W. Banks 
Phone MUrray 1-3063 or write B-10, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, IIl. 
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September 23, 1961 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


(CONTINUED FROM PAGE 17) 
change. U. S. Life, which had been making a sensational straight line advance, 
tumbled quickly from 87 to 71 and then recovered 3 points. Important buying 
interest seems to develop on selloffs. Aetna Life, Connecticut General and 
Travelers, which had been drifting lower, improved. Jefferson Standard at 73 
was in new high ground. Life & Casualty was higher at 29. Lamar Life was 
in demand at 73. American General toppled 9 points to 64 bid. On the an- 
nouncement of the proposed 74% stock dividend, Bankers National Life 
perked up 4 points to 5 bid. 
Blyth & Co. had an offering of 23,700 of Home Insurance at 61%. 
Great American Life Underwriters commenced trading on the basis of the 
11 for one split and dropped during the week the equivalent of 240 points 
on the unsubdivided stock. Before the split it was selling at 2,000 and after 


the split dropped to 160. 


—|[f— 

Life Insurance Investors, in its semi-annual report as of July 31, shows it 
has added these names since January 31: Ameridan States, Beneficial Standard 
Life, Central Standard Life, General America Corp., Gulf Life, Interstate Life 
& Accident, Lamar Life, Life Insurance of Georgia, Northwestern National 
Life, Ohio Casualty, Ohio State Life, Sears, Roebuck & Co. The holding of 
1,210 shares of United Benefit Life was eliminated at a profit of 47.8% over 











>) LIFE 
» GROUP 
) HEALTH 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
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carrying cost. Subsequently an investment of $200,000 was made in Lincoln 
Income Life. Net assets increased from $13,764,924 at January 31 to $21,364,986 
at July 31. In a press release Life Insurance Investors cites the fact that at Sep- 
tember 7 its assets were $24,815,997, equal to $15.26 per share against $9.69 
at January 31. 

A. C. Allyn & Co., Chicago, has released a bulletin on Gulf Life. 

American Life Companies (owning American Life & Casualty of Fargo and 
Old National of Houston) spurted from 9 to 12% bid and then settled back to 
11. J. H. Goddard & Co., Boston, which has an extensive following, sent out 
a recommendation on this. 

Continental American Fund Inc. reduced its holdings of Aetna Life from 
4,000 to 2,000 shares and eliminated its investment in 2,000 shares of U.S.F.&G. 
Second Centennial Fund Inc., upon completion of exchanges, reports owning 
1,089 shares of Government Employees Insurance, 115 Great American Life Un- 
derwriters and 729 Standard Life of Indiana. 

Dominick & Dominick put out a study of six months’ fire-casualty results 
and commented: “While results for the first three months were adversely 
affected by unusually severe weather conditions, profit margins in the second 
quarter were reduced by somewhat higher claim costs and lower over-all 
premium rates. 

Interstate Fire & Casualty, Chicago, has filed a registration statement cov- 
ering 100,000 shares. White, Weld is the underwriter. 

California-Western States Life attained the 100 mark, up about 4 points for 
the week. 

Standard & Poor, in a “Review of Favored Stocks,” says of American Na- 
tional: “Long term growth prospects fully justify a constructive attitude to- 
ward these shares, which may well increase in popularity as the investing 
public becomes more familiar with the situation.” 
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No Mystery 
to Finding... 
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Success with State Life 


If you want to be a successful career underwriter there is really no mystery 
to finding the right trail... and bloodhounds are no help at all. Your first 
clue is to get in touch with State Life where you will find all the help you 
need to reach a greater sales and income potential than ever before. 

Those who qualify enjoy a high, liberal commission contract with retire- 
ment features, hospitalization and major medical benefits, career financ- 
ing, bonuses for volume and persistency, full educational facilities and a 
host of other advantages too numerous to state. 

So, why not capture for yourself from this good, fast-growing, aggressive 
company, one of the many excellent agency opportunities now available? 
No obligation for investigating. 


DIHL H. LUCUS—Vice-President and Director of Agencies 
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The Northwestern Mutual 
point of view in advertising: 
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NORTHWESTERN ™ 


Words on the subject of “looking ahead” 


by EDWARD C. wets 
Vice President —Engineering 
The Boeing C ‘ompany, Seattle 
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_.. and in the next 10 yea 
supersonic jets in operation © 
routes around the world. 
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w™ considering the purchase of per- 
manent life insurance, consider more 
than just the protection youare providing. 
Find out what you can get in 


return (cash value) for what you pay 
(premiums)... before you buy! 


Simply divide the cash value at any ] 
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